Controlln LinkedIn

FLIP Your LinkedIn Profile
PIVOT Your Prospecting Strategy

Workshop TWO: Foundation > Build
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Week 1: Foundation- April 14

Introduction/Adapting to The Change/ Why Now Upgrading Your LinkedIn Profile and Activity Is
a Must

Mission-Vision-Goals

Target Market

Week 2: Build- April 21

Unique Producer Value Message
Client-Based Story
Owning a Platform - Platform Options



Week 3: LinkedIn Profile- April 28

> Essential Profile Elements
> How The Elements Fit the Client's Buying Journey

> Optimizing and Putting the Profile Elements Together



Week 4: Building Your Network- May 5

Connections Strategy
Using Search to Find Perfect Fit Connections
Messaging and Follow Up With Connections
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Week 5: Consistent Action Builds Trust,
Credibility, & Creates Opportunity- May 12

Content
Commenting
Connections
Messaging
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Workshop TWO: Foundation > Build

> Why having a perpetual automated client feedback
loop is a must... and how to build it

> When these three things happen, a Lead is created

> The Star Wars Technique: How and Where to use it on
LinkedIn.



Right Now, Everybody Is
Looking For TWO Things

1. Hope That Things Will Get Better and Life Will Improve

2. Help On How To Enjoy Better Or Improved Results



How to Go From Commaodity Agent to Trusted Authority Advisor

PUBLISH ENGAGE
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VISION TARGET MESSAGE







A Lead Happens When

The RIGHT Market
Hears The RIGHT Message
At The RIGHT Time




3%
1%
50%



How Do You Discover The

RlGHT Message?






How to Build a
Perpetual Client
Feedback Process




to your

prospecting success.

1. You get valuable feedback from your clients. You learn where you're hitting the mark, and
areas you need to address and improve.

2. You discover the specific language your clients use in describing their problems, solutions they
want, and how they describe the value of your service.

This information is GOLD in helping you dEVEIOp the RIGHT Message

to attract “Perfect Fit” Prospects into Your pipeline.

3. You're able to build client loyalty and long-term relationships.



4.vou can easiy tap the power of Social Proof.

According to research, “92% of people will trust a recommendation from a peer, and
70% of people will trust a recommendation from someone they don't even know.”

5. You're able to identify your Advocates.

Advocates are those clients who will trust you to handle ALL their insurance, renew with you
year after year without playing the “Quote Game”, and introduce you without hesitation to
other “Perfect Fit” Prospects.


http://www.nielsen.com/us/en/insights/news/2012/trust-in-advertising--paid-owned-and-earned.html

6. You have the opportunity to

*  Prompt Online Reviews and Linkedln Recommendations

* Expand Testimonials into more in-depth Case Studies and Client Success
Stories

% Use throughout your website: Landing Pages, Thank You Pages, Sales Pages, a separate
Testimonial Page

* Include in your Shock and Awe Package you email or mail to impress new
prospects

*  Setup a Business Development Brainstorm to get “Perfect Fit” Introductions
and Referrals



NET PROMOTER SCORE

How likely is it that you would recommend our company to a friend?
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DETRACTORS PROMOTERS

Behaviors, such as buying more, re- NPS = %PROMOTERS - %DETRACTORS
maining customers for longer, and
making more positive, such as

NPS = % ‘ - %‘ = 47% - 15 % = 32%
47%

47%
NPS 38%

NPS 15%
Detractors - 15% - 156
15%

Passives - 38% - 388
38% /
Promoters - 47% - 471




Net Promoters Score

Advocates Passives Detractors

Thank You- Suggest Linkedin
Recommendation/Online Review




Experience How The Process Works

After Hearing Two WORK-Shop Sessions, How Likely Are
You to Refer Me to Your Peers and Friends?

Visit: https://waltgoshert.com/net-promoter-score/



https://waltgoshert.com/net-promoter-score/

Business Development Brainstorm

5 Steps to Get Additional Message Insights... And Turn Current “Perfect Fit”
Clients into Introduction Advocates... and Fill Your Pipeline with Prospects

1. Identify 3 “Perfect Fit” Promoter Clients. Check Their LinkedIn Profile Connections for
Potential Client and Strategic Partner Introductions

2. Schedule breakfast/lunch/Zoom meetings with 3 “Perfect Fit" Promoter Clients
3. Ask them about THEIR business first:
a. Whois their “Perfect Fit” Client?

b. Whatis the best, preferred way for you to introduce them to prospects you know?



4. Get more in-depth feedback (beyond the Testimonial) from your
“Perfect Fit” Client:

Like/Didn’t Like about your prospecting approach/their experience and perception of it
Like/Didn't Like about the analysis, recommendation, quote, BOR process

Like/Didn't Like about delivery and implementation of service

Specific Results they've enjoyed
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5. Transition to “Who Do They Know?”

o Share list of LinkedIn 1st Level Connections in Target Market

o Do Background Brainstorm on the Businesses and Individuals Identified

o Ask them what they feel is the best way to introduce you- phone call, handwritten note,
email...

o Provide them with email template, coach on what to say on phone call, or in hand-written
note



Action Step:

Who are three clients you will ask to give you a Net
Promoter Score and Testimonial in the next week?

1.
2.
3.



Action Step:

Who are three clients you will invite to do a Business
Development Brainstorm with in the next week?

1.
2.
3.
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Action Step:

Spend time working through the questions on the
Client-Focused Hero's Journey Worksheet.

Discover the Hero's Journey you will tell

ldentify the characters in your Client's Hero Journey
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What Media Platform Will You Own?

YouTube Channel- Videos
Podcast- Expert Interviews
Authority Articles
Webinars/Speaking
Professional Networks
Email Outreach
Phone/ln-Person Outreach
Strategic Partners Network

Preferred Introductions
Other?
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The De h nitive Guide to

Workin
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ng Less and Making More

Yours for just One Penny at

' https://www.perrymarshall.com/8020-book/



https://www.perrymarshall.com/8020-book/

Your Marketing DNA Index is:

4568
-

Producer Alchemist

Recorded Live

Words Images

Analytics Empathy
Empathy Analytics
Images Alchemist

Recorded

https://www.marketingdnatest.com/



https://www.marketingdnatest.com/

Action Step:

Order your copy of 80/20 Sales and Marketing
Take the Marketing DNA Test

Based upon your Marketing DNA results, what are your
communication/persuasion strengths?

Based upon your Strengths, what Media Platform(s) will
you OWN?



How to Go From Commodity Agent to Trusted Authority Advisor

PUBLISH ENGAGE
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WORK-Shop Action Steps:

>

ASK Three Clients to Give You a NPS and Testimonial

Set Up Three Business Development Brainstorms with
Promoter Clients

Brainstorm and Outline Your Client's Hero Journey

Get 80/20 Sales and Marketing, Take Marketing DNA
Test, Identify Your Media Platform(s)



Workshop THREE: LinkedIn Profile

> The LinkedIn Profile 3-30-3 Formula... a Roadmap to
Follow to Match Your Client's Buying Journey

> The Five BIG Mistakes that Kills Your Chances of
Converting Profile Views into Leads

> Applying The Star Wars Technique to Your LinkedIn
Profile... How to Take Potential Client's on a Hero's
Journey



Let's Figure Out ' YQUR Steps to Go From

Go To: https://waltgoshert.com/piospecting-prescription/



https://waltgoshert.com/prospecting-prescription/

Need Help?

Walt Goshert

Contact Info

in|

&

Your Profile

linkedin.com/in/commercial-insurance-prospecting

Websites

waltgoshert.com/linkedin-profile-scorecard (LinkedIn Profile Scorecard)
waltgoshert.com/prospecting-playbook (Prospecting Playbook)
waltgoshert.com/prospecting-prescription (Prospecting Prescription)

Phone
717-964-8796 (Work)

Email

walt@waltgoshert.com

Twitter
MarketingCaddy



